
Business Development Service

BIBBY        RUMBELOW
Providing practical solutions that work

A new, cost-effective and simple-  
to-use service for identifying,  
approaching, engaging and  
maintaining your relationships 
with employers and  
external organisations



A NEW AND UNIQUE BUSINESS DEVELOPMENT SERVICE 

A key impact of the increasing pressure on funding is the need for higher education institutions 
to become more enterprising and more commercially focused. In response, many universities and 
colleges have adopted strategies to engage and work with employers in order to diversify their 
income streams. In itself this is a risky business, but it is especially difficult to achieve in the current 
market, where there are limited resources and when too few specialist staff are available.  

For a large number of institutions strategies have focussed on internal change in order to build  
enterprising cultures and to prepare for employer engagement. At Bibby Rumbelow most of our 
work during the last three years has been supporting this through our specialist staff development 
programmes and services. 

But the nature of our work is changing and 
this change suggests the priority for many 
HEIs has shifted: the pressing concern now is 
the achievement of the targets institutions 
have set for income generation associated 
with their employer engagement strategies.

BUSINESS DEVELOPMENT SERVICE OUTLINE

Bibby Rumbelow’s new Business Development Service provides you with the professional exper-
tise and capability you need to generate new market information and contacts. And in doing this, 
the Service will both release your staff time and help you minimise the risks involved in marketing 
to, and working with, new commercial clients. 

Drawing on Bibby Rumbelow’s established employer engagement and work-based learning 
experience, we can also identify and support the creation of new courses and offers to take to the 
market to generate additional income. 

The Service is designed to be flexible. We can support not only your short-term needs but also 
provide a longer-term solution that is potentially more cost effective than employing and  
managing your own teams.

The Service covers all areas of the business development cycle and provides:

•  Professional teams with experience of successfully developing and generating business for 
higher education institutions with employers 

•  Staff sensitive to the needs of higher education institutions and commercial enterprises

•  The ability for rapid start up and achievement of targets within agreed timescales

•  Ongoing support and development for your own staff and systems

•  Assured high quality market information 

The Business Development Service is broken down 
into four discrete areas: 

• Identifying your market

• Approaching your market

• Engaging your market   

• Developing new propositions for the market

Each area is described in more detail in the  
following pages.
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‘Bibby Rumbelow has carried out two 
reviews of CPD activity in different 
Faculties of the College and provided 
detailed recommendations for service 
improvement and development. Their 
analysis and expertise has added real 
value to our in-house effort and been 
enormously helpful. We are about to 
start a new project with them span-
ning enterprise activities across three 
higher education institutions. I have 
no hesitation in highly recommend-
ing to them to others who are looking 
for professional and expert KT service 
development advice.’ 

Caroline Quest, Managing Director 
Queen Mary Innovation  
Queen Mary University of London

‘The real added value comes from their 
knowledge and understanding of HE and 
of the cultural and practical challenges of 
engaging with employers.’

Laura Woods
Director of Academic Enterprise
Teesside University

For more information tel:  01858 880801 or email: darryl@bibbyrumbelow.com



BIBBY        RUMBELOWBIBBY        RUMBELOW

IDENTIFYING YOUR MARKET
Defining target markets, building your database: the first step in working commercially is to 
build intelligence about your marketplace

This is when you…
want to identify exactly what and where and who your target market is so that you can approach 
and engage with it accurately and effectively. 

We…
work with you to define and carefully scope your market. We then quickly build data about your 
specific market including defining and qualifying marketplace contacts.

KEY ELEMENTS OF SERVICE

•  Target identification 

•  Target market scoping, profiling, 
qualification 

•  Database cleansing and building

KEY OUTPUTS

•  Report defining and specifying your 
market 

•  Target market identification

•  Current, accurate and qualified database 
built including named key contacts

VALUE AND BENEFITS 

•  Production of a qualified market database in a short timescale that can be used to secure 
engagement with external organisations. 

•  Turn old databases into valuable and accurate contact databases for university/college use.

EXAMPLES 

•  You want to identify regional companies in the science, technology, engineering and 
medicine sectors and build a database of contacts to approach about student placements.

•  You want to identify national companies with large workforces and key contacts associated 
with them in a given industrial sector. 

APPROACHING YOUR MARKET
Prospecting: first contact with the market to gather valuable information, build interest or 
set up appointments

This is when you…
want to contact your target market to gather more information about it – perhaps there are alumni 
or organisations you want to learn more about, or you may want to set up appointments, or you 
might wish to promote your courses, research, placements and community events.

We…
work with you to identify and agree a prospecting plan and approach. We advise you of likely success 
rates based on our experience.  We work with you to write copy and/or scripts and we use our 
specialists to contact the market. We promptly and regularly report back to you on the responses. 

KEY ELEMENTS OF SERVICE

•  Lead generation and appointment setting

•  Tele-research /surveying /client 
satisfaction

•  Market testing 

KEY OUTPUTS

•  Planned number of appointments or 
requests for more information secured

•  Essential market data, survey information 
or customer/prospect feedback captured,  
analysed and reported

VALUE AND BENEFITS 

•  Fast, efficient and cost-effective service to secure appointments or to gather other valuable 
market information. 

•  Rapid service to help achieve your own targets, hit agreed deadlines and minimise time 
to completion. 

EXAMPLES

•  You want to call companies to secure an agreed number of appointments for university 
staff to meet with them to discuss new offers and services.

•  You want to telephone survey national or regional companies for their higher level skills 
needs and interest in your university’s business and management provision.

For more information tel:  01858 880801 or email: darryl@bibbyrumbelow.com
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ENGAGING YOUR MARKET   
Meeting prospects to develop business: promoting and selling your services face to face

This is when you…
have approached and secured appointments with organisations – you may not have the capacity or 
the experience of meeting with external organisations to promote and sell your services.

We…
provide specialist personnel who have significant HE/FE expertise who will hold meetings with 
prospects on your behalf and act as your own business development and sales force. Our specialists 
can accompany your team and support and coach them in holding successful, professional  
meetings and assist in the follow up and production of valuable reports.

KEY ELEMENTS OF SERVICE

•  Professional staff to assist you and hold 
meetings with potential clients 

•  Field sales

•  Coaching and mentoring development for 
your teams

•  Post-meetings follow-up 

KEY OUTPUTS

•  Meetings with clients managed and held

•  Reports on client meetings, sales and 
opportunities

•  Where required, assessment of your own 
staff performance in meetings supplied

•  Sales achieved and secured

VALUE AND BENEFITS 

•  Maximise the chances of securing business or further interest from meetings with prospects. 

•  Add to your own capacity in the short term while developing the skills and expertise of your 
own staff as well as the systems supporting them – in real time. 

•  Secure sales.

EXAMPLES

•  You want to increase your short-term capacity to respond quickly to enquiries generated by 
mailshots or telephone promotions to companies.

•  You want to promote your services face to face with regional businesses to identify 
opportunity and to begin to build relationships.

DEVELOPING NEW PROPOSITIONS FOR THE MARKET
Proposition development: identifying and developing new products and services 

This is when you…
are trying to identify what it is the market needs, or you might be looking at your own provision to 
see what is appropriate for the market.

We…
work with you to review your products and services, review your market and activity within it, help 
define potential courses, products and services including course size, level, content, format,  
costing and pricing. And then we test prototypes for you against the market.

KEY ELEMENTS OF SERVICE

•  Review of your existing services or courses

•  Market scoping 
(see ‘Identifying your market’)

•  Market testing and feedback on your 
new services/courses in development

•  Work with your teams to support and 
develop them

KEY OUTPUTS

•  Market and product analysis 

•  Action plan for development of new 
proposition

•  Market identification, test and feedback 
report

•  New products and services developed 
and ready to market

VALUES AND BENEFITS

•  Develop new products and services for external (commercial) markets with reduced risk and 
less waste. 

•  On-time development. 

•  Skills and expertise developed in your own teams.

EXAMPLES

•  You want to develop work-based learning CPD programmes within a specific sector and need 
help specifying the course and the market.

•  You want to expand part-time postgraduate programmes aimed at regional employers and 
want to specify the course and the market.

For more information tel:  01858 880801 or email: darryl@bibbyrumbelow.com
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Providing practical solutions that work

Bibby Rumbelow is a consultancy and 
training company which specialises in 
work-based learning and employer  
engagement

Tel:   01858 880801
Email:  enquiries@bibbyrumbelow.com

or contact a Director
Email: darryl@bibbyrumbelow.com
Email: judy@bibbyrumbelow.com
Web: www.bibbyrumbelow.com

Bibby Rumbelow Ltd
10 High Street

Husbands Bosworth
Lutterworth

Leicestershire
LE17 6LH

If you would like to talk to us in more detail about your particular 
requirements please contact us:
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